David L. Conia
3322 Cave Avenue
Evansville, IN 47720
812-449-4417
dconia@gmail.com

PROFESSIONAL SUMMARY
A professional with extensive experience in Commercial Service and Fleet Sales and Fleet and Inventory Controls with an emphasis on customer relationship building and retention skills and proven record of consistently achieving goals through a willingness to do whatever it takes to succeed with integrity.  

REPUBLIC SERVICES
[bookmark: _GoBack]Growth Sales Representative					                     	       2013 - 2014
· Driving new revenue growth by identifying new business opportunities, uncovering their motivation to change service, addressing those motivations and capturing their business.

PROFESSIONAL TRANSPORTATION INC
Fleet Analyst/DriveCam Administrator					                     2012 - 2013
Accident Coordinator/Fleet Analyst	                                                                   2011 - 2012
· Continually identify opportunities to decrease fleet down time while increasing the potential of additional revenue and cost savings.
· Developed aggressive implementation plan to outfit over 1600 vans with DriveCam.
· Continually identify potential loss; identified potential loss of $570,000 in revenue due to vans being down.
· Decreased accident PO turnaround time by 76% adding an additional revenue potential of $4,180 per van.

H A LEWIS HEATING COOLING AND PLUMBING
Warehouse/Delivery Manager								2010 - 2011
· Maintained shop supplies to ensure all work trucks were stocked and ready for each day’s schedule.
· Acquired additional supplies as needed and delivered them on time; every time.
· Recovered over $4,000 in scrap copper during free time.

HERTZ CORPORATIONS
Regional Remarketing Manager							             2007 - 2008
· Developed and implemented a sales and marketing strategy to sell automotive assets in the Southwest region covering Colorado, Utah, New Mexico, Arizona, West Texas and Oklahoma.
· Researched and adopted CRM to maintain regular contact schedule with fleet buyers as well as identify areas of potential improvement.
· Recruited and trained Fleet Managers in each major market to carry out logistics of sales and marketing plan.
· Developed a network of dealerships and wholesalers using the CRM to produce over $1 million dollars of gross profit in first year of plan implementation.

VANGUARD CAR RENTAL
Fleet Remarketing Manger								            2006 – 2008
Pricing and Inventory Analyst                                                                                                   2004 – 2006
· Developed and implemented an internet marketing strategy to attract and maintain regular contact with wholesale fleet buyers around the country.
· Expanded marketing region from 12 to 28 states within a 4 month period in 2008.
· Managed tactical rate and inventory adjustments using IRMS software
· Monitored and reported back on competitor pricing/marketing strategies

NEXTEL COMMUNICATIONS
Account Executive		                                                                                                        2003 – 2004
Top producer of sales from cold call leads every month.
· Used CRM to track prospects and current customers as well as schedule regular communication and visits with the entire portfolio of business customers.
· Trained and mentored new sales personnel to ensure compliance with the company vision.

HOM FURNITURE
Sales Associate	                                                                                                                     2002 – 2003 
· Maintained sales ranking in the top 10% of all sales associates throughout the company
· Used company CRM to track prospect and make regular communication of upcoming events

ALAMO RENT A CAR
Account Executive	2001 – 2002
· Developed and implemented sales and marketing strategy designed to attract and sign small to major accounts in the upper Midwest region.
· The sales and marketing plan produced new accounts like Super Value ($800,000 in yearly revue)
· Used CRM to track effectiveness of sales efforts and to grow underperforming accounts (Dealers Choice Truck went from $10,000 to $150,000 in less than a year).
· Lead a team of two (2) Administrative Assistants whose sole purpose was to provide major accounts with excellent service and personal attention.

MICROMEDICS
Inside Sales Manager								            2000 – 2001
· Developed and implemented the very first inside sales strategy for company.
· Researched and implemented new CRM for better account management and communication.
· Interviewed, hired and trained new inside sales staff.
· Participated in trade shows around the country promoting medical products for the company.

NATIONAL CAR RENTAL
Pricing and Inventory Manager						            1998 – 2000
Inside Sales Representative							             1987 – 1998
Reservation Sales Representative						             1983 – 1987
· Managed tactical rate and inventory adjustments using IRMS software producing higher utilization and increased yield.
· Monitored and reported back on competitors pricing and marketing strategies to ensure competitiveness of the National Car Rental brand.
· Trained, and supervised inside sales personnel to ensure consistency with company vision.
· Researched, recommended and implemented CRM for inside sales which increased productivity and resulted in better sales activity management.

EDUCATION
Normandale College – Bloomington, MN				Associates Degree - Marketing
